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I. EXPERIENCES: UFEs
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A.) UNFORGETTABLE EXPERIENCES
1) WHAT IS A UFE?

2) MEMORABLE UFES FROM YOUR
TRAVELS

¢

¢

3) CUSTOMER COMMERCIALS/ Buzz

B) CONSUMERS

1) CONNECTIONS IN THE 00’S
& BEYOND...

Y PHONE TIME

Y FACE TIME

2) EXPECTATIONS ...!

Y CONSUMERS & CUSTOMER
SERVICE

Y TRAVEL / VACATIONS

3) CUSTOMER SATISFACTION

Y DESIRED RESULTS?

¢ THE PSYCHOLOGY OF TRAVEL
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II. UFE LEVERAGE POINTS
EXAMPLES

A SENSE APPEAL ¢

& S B

B.) INTERACTION WITH PEOPLE ¢
C.) ENVIRONMENT / SURROUNDINGS ¢
D.) UNIQUENESS ¢

E.) AN INTERNAL / PERSONAL CONNECTION 4
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E) EXPERIENCE REALMS
Absorption

ENTERTAINMENT EDUCATIONAL
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ESTHETIC ESCAPIST

Immersion
© The Experience Economy, Joseph Pine

G.) THE EXPERIENCE SPECTRUM:

>
KUMBAV A" KUMBA

UFES CREATE “UNIQUENESS” THROUGH
EMOTIONAL CONNECTIONS
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III. CREATING NEW EXPERIENCES FOR
YOUR CUSTOMERS

1) YOUR CUSTOMERS’ PERSPECTIVE

a) THE ULTIMATE QQUESTION ...
b) THE VALUE EQUATION ...
c) WHAT’S NEW?

2) SENSE APPEAL: HOW WOULD YOU ENHANCE OR CREATE A NEW EXPERIENCE
BY ENHANCING OR INCREASING THE SENSE APPEAL TO CURRENT OFFERINGS!?

3) CREATE AN EXPERIENCE THAT IS MORE ENGAGING, EXCLUSIVE OR BEHIND THE
SCENES FOR A NEW PRODUCT OR SERVICE OFFERING!

4) CREATE A NEW EXPERIENCE TO ADD TO YOUR CURRENT OFFERINGS THAT WILL
BE AN EVENING ACTIVITY OR EVENING ENTERTAINMENT
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IV. ASSESSING YOUR EXPERIENCES:

Your Product / Service

1) INFORMATION/BUYING PROCESS  (Bricks or Clicks)  Contact/UFE Rating (+/-)

¢ ¢

¢ ¢

¢ ¢

¢ ¢

BUYING PROCESS (+ /-)

2) “THE PRODUCT EXPERIENCE”: Contact/UFE Rating (+/-)

v v

v v

v v

v v

THE PRODUCT EXPERIENCE: (+ / -)

3) ANCHOR MOMENTS Contact/UFE Rating (+/-)

- -

- -

% %

ANCHOR MOMENTS (+ /-)

4) FoLLow UP & FUTURE (Clicks or Bricks) Contact/UFE Rating (+/-)
CONNECTIONS

A A

A A

A A

FOLLOW Up CONNECTIONS: (+ /-)

OVERALL EXPERIENCE: (+ /-)
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V. THE NEXT GENERATION IS HERE!

1) NEXT GENERATION PRODUCTS MY IDEAS:

2) SPACE: PRODUCT DEVELOPMENT
& RESEARCH

3) TESTING NEW EXPERIENCES

4) AFFINITIES & NICHE SEGMENTS

5) YOUR INVISIBLE SIGNATURE
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VI. MY ACTIONS, IDEAS & NEXT STEPS TO
CREATE EXPERIENCES ...
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